7 


t. 


Eff  m DEVELOPMENT  GUIDE 


CANADIANA 

A 

NOV  2 9 1989 


1 .Tl'l,!; 


• ;,f  ^ ' ;:  „v  ■ 

'E- : 

; ■ 

qu-i.  ‘ ‘ ‘ 


'♦t 


I.  r Vi 


“ii*  n ; 2,) 


?; 


I Mr ' . , , T -g 

;»><  V •! 

::  I vr^;  ■; 

. <<1/  . , ^ 


firnfro-a.  r -V  ■ 

i)o^  WUjl;»il  . '*‘  > • , i 

-A-un  i 


Export  sales  by  Alberta  companies  to  other  parts  of 
Canada,  to  the  U.S.A.  and  overseas  contribute  greatly 
to  the  expansion  and  diversification  of  the  Alberta 
economy.  In  1988,  more  than  1400  Alberta  compan- 
ies exported  over  $ 1 4 billion  in  goods  and  services  to 
130  countries,  generating  250,000  jobs. 

The  benefits  of  increased  exports  are  substantial.  Each 
additional  $1  billion  in  shipments  creates  up  to  19,000 
additional  Jobs  for  Albertans.  Exporting  companies 
also  realize  significant  benefits  and  the  Export  Devel- 
opment Guide  will  help  them  mount  an  informed, 
systematic  and  determined  effort  toward  increased 
international  sales. 


Described  in  this  Guide  are  several  sources  of  export 
information  and  financing.  An  understanding  of  these 
can  make  the  task  of  preparing  and  initiating  an 
effective  export  effort  less  costly,  less  frustrating  and 
less  time  consuming. 

These  sources  of  information  and  finance  are  generally 
known  to  the  large,  experienced  and  frequent  exporter. 
They  are  also  described  elsewhere  in  far  more  detail. 
The  following  provides  a simple  ‘road  map’  of  the 
information  and  financing  available  to  new  Alberta 
exporters.  Even  active  exporters  may  not  be  fully 
aware  of  the  wide  variety  of  export  options  they  have. 

In  today’s  dynamic  trading  environment,  the  oppor- 
tunities for  Alberta  exporters  have  never  been  greater. 
This  Guide  should  prove  helpful  and  encouraging  to 
those  companies  just  now  entering  the  world  of 
international  marketing. 


Peter  Elzinga 
Minister 

Economic  Development  and  Trade 
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SECTION  I - COMMENT  OF  ALBERTA  PROGRAMS 


The  Alberta  Government  maintains  trade  offices  in  London,  New  York,  Hong  Kong, 
Tokyo,  Los  Angeles  and  Seoul,  Korea.  These  offices,  along  with  Alberta’s  Economic 
Development  and  Trade  offices  located  throughout  the  province,  are  listed  in  the  back 
of  this  Guide. 


M.A.P.  - MANAGEMENT  ASSISTANCE  PROGRAM  FOR  SMALL  BUSINESS 


You  have  a good  small  business  and  you  want  it  to  be  even  better  — you  want  to 
improve  productivity  and  profits. 

Being  competitive  now  requires  a greater  variety  of  skills  than  it  used  to.  M.A.P. 
provides  the  opportunity  for  you  to  acquire  new  skills  in  the  management  of  your 
enterprise  or  to  improve  existing  skills  in  achieving  a competitive  edge. 

M.A.P.  brings  a private,  professional  management  consultant  to  your  business,  outlines 
new  techniques,  provides  operations  analysis,  counsel  and  audit  results.  The  Department 
of  Economic  Development  and  Trade  pays  the  cost  of  the  consultants.  You  perhaps 
have  like-minded  business  owners  in  your  community.  Acting  together  through  your 
local  business  association,  you  pay  only  a small  registration  fee  for  advertising  and  a 
wind-up  group  dinner.  For  details  contact: 

Alberta  Economic  Development  and  Trade 
Business  Counselling  and  Development 
(403)  427-3685 


ROGRAM 


This  unique  program  was  created  solely  to  help  Alberta  manufacturers  in: 

1 ) development  of  new  and  innovative  products,  and; 

2)  improvement  in  the  design  and  quality  of  existing  products. 

Alberta  firms  using  this  program  can  recover  up  to  75%  of  the  cost,  to  a $30,000 
maximum.  For  details  contact: 

Alberta  Economic  Development  and  Trade 
Industry  Development 
(403)  427-2005 
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EXTRA  - EXPORT  TRADE  READINGS  FOR  ALBERTA 


This  program  is  designed  to  provide  export  marketing  information  and  skills  to  those 
Alberta  companies  thinking  of  stepping  beyond  their  provincial  market  into  the  U.S.A. 
or  overseas  where  different  languages,  business  practices  and  logistics  can  prove 
daunting. 

The  EXTRA  program  was  created  by  Economic  Development  and  Trade  but  is 
administered  through  your  local  Chamber  of  Commerce  or  trade  association.  When  an 
EXTRA  program  is  sponsored  in  your  community,  a team  of  private,  professional, 
management  consultants  will  come  and  work  with  your  businesses  individually, 
explaining,  among  other  things,  how  to: 

— Prepare  your  business  for  exporting 
— Expand  your  export  capabilities 
— Understand  exporting  procedures 
— Develop  an  export  marketing  strategy 

A group  of  up  to  20  businesses  in  a community  can  initiate  an  EXTRA  program 
through  the  local  Chamber  of  Commerce.  The  program  will  provide  four  half-day 
individual  company  sessions  plus  a one-day  group  workshop  and  wind-up  dinner. 

The  cost  to  participating  companies  is  nominal.  The  consultant  fees  are  paid  by 
Economic  Development  and  Trade.  Eor  information  contact: 

Alberta  Economic  Development  and  Trade 
Business  Counselling  and  Development 
(403)  427-3685 

or  contact  your  nearest  regional  office  of  Alberta  Economic  Development  and 
Trade,  listed  in  the  back  of  this  Guide. 


AIME  - ALBERTA  INTERNATIONAL  MARKETING  EMPLOYMENT  PROGRAM 


Many  Alberta  companies  have  products  that  are  competitive  in  the  domestic  market 
and  might  well  be  equally  competitive  in  selected  export  markets  in  the  U.S.A.  or 
overseas.  They  may  have  participated  in  the  EXTRA  program  and  decided  to  proceed 
but  lack  the  specific  skilled  personnel  to  assign  to  the  task.  Even  experienced  exporters 
may  need  additional  marketing  staff. 

If  your  company  needs  specific  marketing  skills  to  begin  or  expand  export  marketing 
operations,  the  AIME  program  may  be  your  answer. 
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Administered  by  Alberta  Career  Development  and  Employment,  the  purpose  of  the 
program  is  to  encourage  development  of  international  marketing  skills,  and  assist 
Alberta  companies  in  developing  new  export  markets. 

Criteria 

The  job  position  must  be  new,  full-time  for  12  months  minimum,  maximum  24  months, 
not  a replacement  of  an  existing  employee  and  filled  only  after  an  approved  application. 

The  Alberta  Government  will  pay  50%  of  the  salary  of  the  new  AIME  marketing 
specialist  to  a maximum  of  $15,000  plus  up  to  $3,000  in  international  travel  expenses 
as  necessary.  The  AIME  employee  will  preferably  be  an  Alberta  graduate  of  a related 
two  year  or  more  post-secondary  training  program.  In  certain  circumstances,  an 
appropriately  skilled,  experienced  marketing  specialist  might  be  considered.  Eor 
information  contact: 

AIME  Coordinator 

Alberta  Career  Development  and  Employment 
(403)  422-1184  (Edmonton) 

“0”  — Zenith  22078  (Outside  Edmonton  — Toll  Eree) 


MDAP  - MARKET  DEVELOPMENT  ASSISTANCE  PROGRAM 


Is  your  business  at  the  point  of  looking  at  market  opportunities  outside  Alberta  — in 
British  Columbia  or  Eastern  Canada,  in  the  United  States  or  overseas?  This  program  is 
intended  to  enhance  your  export  potential  by  sharing  the  costs  of  market  identification 
and  market  definition  travel  out-of-province,  including  trade  fairs,  initial  sales  trips  and 
incoming  buyer  visits. 

The  total  value  of  MDAP  grants  for  each  applicant  per  company  per  year  is  $10,000 
against  travel  and  per  diem  expenses.  Eor  details  contact: 

Alberta  Economic  Development  and  Trade 
Business  Einance  Development 
(403)  427-3300 


AMDAP  - AGRICULTURE  MARKET  DEVELOPMENT  ASSISTANCE  PROGRAM 


This  program  is  virtually  the  same  as  the  MDAP  program  described  above.  Its  special 
focus,  however,  is  on  the  Alberta  agricultural  producer,  processor,  marketer  or 
consultant. 
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Similar  to  MDAP,  the  AMDAP  is  intended  to  assist  Alberta  exporters  who  do  not 
currently  qualify  for  the  Federal  Government’s  Program  for  Export  Market 
Development  (PEMD),  which  is  described  in  more  detail  in  Section  3 of  this  Guide. 
MDAP  and  AMDAP  constitute  a supplement  to  PEMD.  For  information  contact: 

Alberta  Agriculture 
Market  Development  Division 
(403)  427-4241 


ES^  - EXPOIT  SERVICES  SUPPORT  PROGRAM 


ESSP  encourages  and  supports  Alberta  exporters  to  pursue  specific  export  market 
opportunities  by  sharing  the  cost  of  conducting  an  export  feasibility  study  or  other 
related  market  development  study.  It  funds  up  to  50%  of  the  cost  of  preparing  a bid 
proposal  in  any  export  market  outside  Alberta. 

The  Alberta  Government’s  share  has  a maximum  level  of  $150,000  per  project  to  a 
ceiling  of  $500,000  for  each  applicant.  For  information  contact: 

Alberta  Economic  Development  and  Trade 
Business  Finance  Development 
(403)  427-3300 


The  purpose  of  the  Loan  Guarantee  Program  is  to  substantially  expand  export  financing 
available  to  Alberta  manufacturers. 

The  program  achieves  this  by  guaranteeing  loans  up  to  a maximum  of  $5  million  from 
chartered  banks  and  Treasury  Branches  to  Alberta  export  manufacturers  which  relate 
to  specific  export  orders  and  contracts.  Normal  lending  criteria  apply  to  such 
transactions  but  the  effect  is  to  enable  the  Alberta  manufacturer  to  fully  execute 
significant  export  opportunities  which  might  otherwise  by  precluded  by  a limited 
operating  capital  base.  Eor  information  contact: 

Alberta  Economic  Development  and  Trade 
Business  Einance  Development 
(403)  427-3300 
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SECTION  2 - FEDERAL/PROVINCIAL  PROGRAMS 


In  September,  1988  the  Canadian  Federal  Government  announced  a five-year  $57 
million  World  Market  Trade  Development  Program.  The  program  is  intended  to  help 
small  and  medium- sized  businesses  respond  to  the  opportunities  created  by  the 
Canada-U.S.A.  Free  Trade  Agreement.  It  is  also  intended  to  develop  new  markets  in 
Asia  and  Western  Europe. 

Apart  from  the  programs  outlined  below,  the  Federal  trade  authorities  are  expanding 
the  World  Information  Network  (WIN)  which  will  be  operational  at  all  Canadian  trade 
missions  around  the  world  and  at  all  the  new  International  Trade  Centres  throughout 
Canada.  In  addition,  existing  federal  government  programs  for  exporters  will  be 
expanded  and  intensified. 


NEW  EXPORTERS  TO  BORDER  STATES  (NEBS) 


NEBS  offers  Alberta  businesses  a crash  course  in  the  basics  of  entering  nearby  U.S. 
markets.  The  purpose  is  to  educate  new  exporters  on  how  to  move  their  products  to 
these  markets  and  get  paid. 

The  program  organizes  groups  of  Alberta  business  people  and  conducts  seminars  in 
nearby  Canadian  trade  offices  and  at  border  points.  Subjects  include  price  information 
sources,  promotion  methods,  customs  clearance  and  payment  collection.  Duration  is 
usually  one  or  two  days.  Costs  covered  by  the  program  include  return  transportation 
and  meals  during  working  sessions  for  one  company  representative.  Accommodation 
costs  (if  any)  are  the  responsibility  of  the  participant.  For  information  contact: 

Alberta  Economic  Development  and  Trade 
Trade  and  Investment  Division 
Canada  & The  Americas  Branch 
(403)  427-4809 

or:  International  Trade  Centre,  Edmonton 

(403)  495-2944 


NEW  EXPORTERS  TO  THE  U.S.A.  SOUTH  (NEXUS) 


NEXUS  is  intended  for  businesses  that  are  experienced  in  exporting  to  the  northern 
United  States  and  who  wish  to  extend  their  market  penetration  into  the  southeastern 
and  southwestern  states. 

The  NEXUS  program  usually  takes  the  form  of  a three-day  trip  to  the  new  market  area 
and  may  be  organized  around  a trade  fair,  a trade  mart  or  a solo  show  of  Alberta 
companies.  Participating  companies  are  responsible  for  accommodation,  meals  and 
incidental  expenses;  transportation  costs  are  covered  by  the  program.  For  more 
information  contact: 

Alberta  Economic  Development  and  Trade 
Trade  and  Investment  Division 
Canada  & the  Americas  Branch 
(403)  427-4809 

or:  International  Trade  Centre,  Edmonton 

(403)  495-2944 

Register  your  company  and  product  information  on  the  Business  Opportunities  Sourcing 
System  (B,0,SS,),  operated  by  Alberta  Economic  Development  and  Trade  and  the  federal 
government  Your  products  will  gain  provincial  national  and  international  exposure.  The 
listings  on  this  computerized  system  are  reliable,  current  and  quickly  accessible  to  buyers 
world- wide.  For  information  contact: 

Alberta  Economic  Development  and  Trade 
BOSS  System  Coordinator 
(403)  427-0675 


AND  FACILITIES 


1.  PROGRAM  FOR  EXPORT  MARKET  DEVELOPMENT  (PEMI|| 


PEMD,  administered  by  the  Department  of  External  Affairs  (DEA)  in  Ottawa,  is 
operated  through  the  federal  International  Trade  Centres  throughout  Canada. 
PEMD  programs  assist  Canadian  businesses  to  initiate  and  develop  new  and 
sometimes  risky  export  activities  abroad  which  might  not  otherwise  be  undertaken. 
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Programs  include  projects  identified  by  businesses,  projects  initiated  by  government 
where  business  is  invited  to  participate  such  as  trade  missions,  recognized  trade  fairs 
abroad,  or  projects  to  assist  foreign  business  and  government  officials  coming  to 
Canadian  Trade  Shows  on  buying  missions. 

PEMD  assists  in  project  bidding  and  proposal  preparation  for  specific  projects 
outside  Canada  involving  international  competition  and  formal  procedures.  These 
activities  will  include  both  goods  and  services  for  large  capital  projects. 

PEMD  also  supports  the  creation  of  cost  and  risk-sharing  Export  Consortia  as  well 
as  the  establishment  of  permanent  sales  offices  abroad  (excluding  the  U.S.A.). 
Assistance  by  PEMD  to  industry-initiated  activities  is  repayable  if  sales  are  realized. 

The  programs,  criteria  and  application  eligibility  are  covered  in  detail  in  the  PEMD 
Handbook  which  can  be  obtained  by  calling  DEA  Info  Export  (1-800-267-8376)  or 
the  International  Trade  Centre  in  Edmonton  (403/495-2944).  These  numbers  can  be 
used  to  identify  and  contact  trade  specialists  in  the  federal  government. 

The  Canadian  Government  maintains  trade  offices  in  all  Embassies  and  High 
Commissions  abroad.  Trade  officials  are  familiar  with  the  local  business 
environment  and  can  provide  valuable  advice  and  information  on  the  market  they 
work  in  — before  you  travel.  Addresses,  telex  and  fax  numbers  are  available 
through  the  above  Ottawa  and  Edmonton  numbers.  You  may  request  the  DEA 
publication  ‘Canadian  Trade  Representatives  Abroad’  which  lists  all  trade  offices 
around  the  world.  Another  useful  DEA  publication  is  ‘International  Financing  Data: 
A Business  Guide  to  Export  Financing  and  Other  Financial  Assistance.’ 


2.  CANADIAN  COMMERCIAL  CORPORATION  (CCC) 


The  CCC  is  an  Ottawa-based  Crown  Corporation  which,  on  behalf  of  Canadian 
suppliers,  acts  as  a prime  contractor  to  execute  government-to-government  export 
sales. 

It  is  particularly  effective  in  bringing  together  numerous  small  components  of  large 
foreign  procurement  requirements  or  where  the  foreign  government  buyers  or 
international  agency,  such  as  the  United  Nations,  will  deal  only  through  a Canadian 
Government  agency. 

The  CCC  will  guarantee  contract  performance  and  expedite  payment  to  suppliers 
and  collection  from  buyers.  This  agency  is  very  useful,  for  instance,  for  the  small 
company  wanting  to  sell  to  the  U.S.  Defence  Department.  The  CCC  has  a regional 
office  in  Calgary  at  (403)  292-6555. 
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3.  CANADIAN  INTERNATIONAL  DEVELOPMENT  AGENCY  (CIDA) 


CIDA  administers  Canada’s  development  assistance  programs  in  Asia,  Africa,  Latin 
America  and  the  Caribbean  — totalling  about  $2.7  billion  in  1989-90. 

About  one-third  of  this  total,  some  $900  million,  is  disbursed  through  multilateral 
development  agencies  such  as  the  World  Bank  and  the  United  Nations  sub-agencies,  for 
instance  the  Food  and  Agriculture  Organization.  The  remainder  of  the  budget  is  dis- 
bursed through  the  two  CIDA  branches  of  most  interest  to  the  Canadian  exporter  — 
the  Bilateral  Branch  and  the  Business  Cooperation  Branch. 

The  Bilateral  Program  disburses  about  40  percent  of  the  CIDA  budget  or  about  $1.1 
billion.  This  program  is  focused  on  specific  projects  requiring  equipment  and  services  in 
about  30  of  the  poorest  developing  countries,  the  majority  of  these  in  Africa. 

Alberta  exporters  seeking  overseas  business  financed  in  whole  or  in  part  by  this  pro- 
gram should  realize  suppliers  are  selected  through  a competitive  process.  Sectors 
covered  include  agriculture,  energy,  transportation,  human  resources  and  training,  fore- 
stry, health,  communications  and  mining.  The  bilateral  program  also  includes  program 
aid  (non-project)  to  certain  countries  — for  instance  a shipment  of  commodities  to  a 
recipient  government  which  in  turn  support  local  development  projects.  In  certain  coun- 
tries, CIDA  bilateral  maintains  a line  of  credit  in  a local  bank  which  can  be  used  to  pur- 
chase supplies  and  services  from  Canada,  at  the  discretion  of  the  local  government. 

CIDA  Business  Cooperation  Branch  operates  the  Industrial  Cooperation  Program 
which  assists  Canadian  exporters  in  establishing  long-term  business  relationships  with 
compatible  enterprises  in  developing  countries.  This  CIDA  program  is  the  one  of  most 
interest  to  Canadian  exporters,  particularly  new  ones. 

The  Business  Cooperation  Branch  supports  joint  ventures,  direct  investments,  manage- 
ment contracts,  licence  agreements,  technical  assistance,  and  engineering  and  feasibility 
studies.  Small  ‘starter’  and  ‘viability’  study  projects  are  supported  to  enable  the  Cana- 
dian exporter  to  verify  the  validity  and  profitability  of  a proposed  project  in  a develop- 
ing country. 

Alberta  exporters  can  obtain  detailed  information  on  these  CIDA  programs  by  contact- 
ing the  following: 

Business  Cooperation  Branch 
Consultant  and  Industrial  Relations  Division 
Canadian  International  Development  Agency 
Place  du  Centre,  200  Promenade  du  Portage 
Hull,  Quebec  KIA  0G4 
Telephone:  (819)  997-7775 


1 1 


The  Federal  International  Trade  Centre 
540  Canada  Place 
9700  Jasper  Avenue 
Edmonton,  Alberta  T5J  4C3 
Telephone:  (403)  495-2944 

Alberta  Economic  Development  and  Trade 
1 2th  Floor,  Sterling  Place 
9940  - 106  Street 
Edmonton,  Alberta  T5K  2P6 
Attention:  Manager,  Export  Einance 
Telephone:  (403)  427-2582 


THE  EXPORT  DEVELOPMENT  CORPORATION  (EDC) 


EDC  is  the  Canadian  Government  agency  which  manages  and  operates  the  Canadian 
export  credits  program  — a program  which  now  has  a wide  variety  of  specialized 
financial  services  and  facilities,  too  numerous  to  detail  here. 

Essentially,  the  EDC  provides  export  insurance,  guarantees  and  financing  facilities  for 
the  Canadian  exporter  of  goods  and  services.  Its  mandate  is  to  facilitate  Canada’s 
export  trade.  EDC’s  services  are  competitive  with  those  of  any  other  industrialized 
country.  If  you  are  working  on  a sales  opportunity  in  a particular  country,  one  which 
will  require  EDC  financing,  get  in  touch  with  EDC  before  you  conclude  the  contract, 
not  afterwards. 

EDC  operates  a regional  office  in  Calgary  from  which  you  can  obtain  detailed  infor- 
mation and  advice  on  all  of  EDC’s  programs  and  facilities.  You  can  also  correspond 
with  the  head  office  and  its  market  and  program  specialists: 

Export  Development  Corporation 
151  O’Connor  Street,  P.O.  Box  655 
Ottawa,  Ontario  KIP  5T9 
Telephone:  (613)  598-2500 
Telefax:  (613)  237-2690 

General  Manager,  Prairie  and  Northern  Region 
Export  Development  Corporation 
Bow  Valley  Square  III,  Suite  2 1 40, 

255  - 5th  Avenue,  S.W. 

Calgary,  Alberta  T2P  3G6 
Telephone:  (403)  294-0928 
Telefax:  (403)294-1133 
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SECTION  4 - INTERNATIONAL  EINANCiG  INSTITUTIONS 


The  International  Financing  Institutions  (IFI’s),  of  which  the  World  Bank  is  the  largest 
and  most  active,  are  international  agencies  funded  mainly  by  the  developed  industrial- 
ized countries  for  the  purpose  of  financing  economic  and  social  development  in  Asia, 
Africa,  Latin  America  and  the  Caribbean.  A few  countries  in  Europe  and  the  Middle 
East,  for  instance  Portugal,  Hungary  and  Yemen,  are  assisted  as  well. 

The  Asian  Development  Bank,  Inter- American  Development  Bank,  African  Develop- 
ment Bank  and  the  Caribbean  Development  Bank  finance  priority  economic  projects 
and  programs  in  a wide  variety  of  sectors  — from  agriculture  to  forestry,  energy,  trans- 
portation, telecommunications,  housing  and  others.  Each  year  several  hundred  IFI- 
financed  projects  are  at  some  stage  of  planning  or  execution  in  over  100  developing 
countries. 

The  IFTs  do  not  buy  goods,  equipment  or  consulting  services.  They  lend  money  to 
developing  countries  and  specific  agencies  of  developing  country  governments.  These 
project  executing  agencies  — the  borrowers  — collectively  undertake  massive  procure- 
ment — using  IFI  financing  of  $35  billion  or  more  per  year  in  addition  to  their  own 
development  funding. 

To  access  these  opportunities,  Alberta  exporters  should  target  selected  developing  coun- 
try markets  suitable  to  their  company’s  products  and  services.  Most  marketing  energies 
should  be  focussed  on  identifying  and  developing  appropriate  projects.  A lesser  portion 
of  marketing  efforts,  perhaps  15-20  percent,  should  be  directed  at  the  IFTs  where  infor- 
mation as  to  the  size,  scope,  timing  and  requirements  of  various  projects  can  be  gained. 
The  Canadian  Trade  Commissioner  in  the  target  country  can  also  help. 

Constructing  a rational  strategy  is  vital  for  an  exporter  to  penetrate  the  IFI-financed 
market  and  this  along  with  a deliberate  and  sustained  corporate  commitment  is  essen- 
tial to  penetrate  this  market.  The  project  cycle  is  fairly  long,  2-4  years  and  the  market- 
ing process,  usually  conducted  under  competitive  bidding,  is  intense. 

To  be  effective  the  exporter  must  1)  offer  a relatively  small  range  of  quality  goods  and/ 
or  services;  2)  choose  a plausible  geographic  developing  country  market  area;  3)  pro- 
vide enough  corporate  person-months  and  finance  to  sustain  a serious  effort.  Then: 

Identify  appropriate  target  projects  using  the  published  Operational  Summary 
of  the  IFI  which  is  providing  the  loan  funds.  Or  subscribe  to  Development  Busi- 
ness which  includes  operational  summaries,  and,  if  possible  develop  contacts  in 
the  target  country  executing  agency  for  detail. 
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Analyze  the  target  project(s)  by  contacting  responsible  staff  of  the  sponsoring 
IFI  — by  phone,  fax  or  visit.  If  advice  is  required,  contact  the  Liaison  Officer  in 
the  Canadian  Embassy  where  the  IFI  is  located. 

Contact  the  Executing  Agency  in  the  target  developing  country  — via  mail  or 
fax.  The  executing  agency  will  provide  qualifying  criteria  and  other  data.  Con- 
tact the  Canadian  Trade  Commissioner  in  that  country. 

Visit  the  Executing  Agency  if  warranted  at  this  point.  This  agency  will  issue  the 
tenders,  evaluate  the  bids  and  award  the  contract.  The  marketing  effort  at  this 
point  is  intensive  and  the  local  Canadian  Trade  Commissioner  should  be 
consulted. 

Submit  your  Bid  if  warranted,  and  follow-up  by  keeping  in  touch  with  the  exe- 
cuting agency  staff,  with  the  related  IFI  staff  and  the  local  Canadian  Trade 
official. 

This  process  is  lengthy  and  requires  persistence  and  patience.  Detailed  advice  on  deal- 
ing with  IFI-financed  markets  is  available  from  External  Affairs  through  the  Interna- 
tional Trade  Centre  in  Edmonton  (403)  495-2944  or  the  Manager,  Export  Einance, 
Alberta  Economic  Development  and  Trade  (403)  427-2582. 
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HOW  TO  CONTACT  THE  M’s 


1.  The  World  Bank  — finances  projects 
in  all  the  developing  countries  of  Asia, 
Africa,  Europe,  the  Middle  East  and 
Latin  America.  Eor  information 
contact: 

The  World  Bank 
1818  H Street  N.W. 

Washington,  D.C. 

U.S.A.  20433 

Telephone:  (202)  477-1234 
Telefax:  (202)  477-6391 

2.  The  In  ter- American  Development 
Bank  — finances  projects  in  the  devel- 
oping countries  of  Latin  America  and 
the  Caribbean.  For  information 
contact: 

The  Inter- American  Development 
Bank 

1300  New  York  Avenue,  N.W. 
Washington,  D.C. 

U.S.A.  20577 

Telephone:  (202)  623-1000 
telefax:  (202)  623-3096 

For  additional  advice  and  information  on 
accessing  the  previous  two  IFFs,  contact: 

Office  for  Liaison  with  International 
Financial  Institutions 
Canadian  Embassy 
501  Pennsylvania  Avenue  N.W. 
Washington,  D.C.  20001 
Telephone:  (202)  682-7719 
Telefax:  (202)  682-7726 

3.  The  Asian  Development  Bank  — 

finances  priority  economic  projects 


and  programs  in  the  developing  coun- 
tries of  Asia.  For  information  contact: 

Asian  Development  Bank  (AsDB) 
Consulting  Services  Unit 
P.O.  Box  789, 

1099  Manila,  Philippines  2800 
Telephone:  63-2-711-3851 
Telefax:  63-2-741-7961 

For  additional  advice  and  information  on 
accessing  key  AsDB  staff,  contact: 

Canadian  Embassy,  P.O.  Box  971 
Makati  Central  Post  Office 
Makati,  Metro  Manila 
Philippines,  3117 
Telephone:  63-2-815-9536 
Telefax:  63-2-815-9535 
Attention:  AsDB  Liaison  Officer 

4.  African  Development  Bank  — finan- 
ces priority  projects  and  programs  in 
developing  countries  in  Africa.  For 
information  contact: 

African  Development  Bank  (ADB) 

01  B.P.  No.  1387 
Abidjan  01,  Cote  d’Ivoire 
Telephone:  32-07-11 
Telex:  23717  (Alt:  23498/23282/ 
23263  Answerback:  — AFDEV) 

For  additional  information,  advice  and 
liaison  with  the  ADB,  contact: 

Canadian  Embassy, 

01  — C.P4104 
Abidjan  01,  Cote  d’Ivoire 
Attention:  ADB  Commercial  Liaison 
Officer 

Telephone:  (255)  32-20-09 

Telex:  23593  — DOMCAN  ABIDJAN 
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5.  Caribbean  Development  Bank  — 

finances  priority  projects  and  pro- 
grams in  developing  Caribbean  coun- 
tries. For  information  contact: 

Caribbean  Development  Bank 
RO.  Box  408, 

Wildey,  St.  Michael,  Barbados,  W.I. 
Telephone;  (809)  426-1152/427-8100 
Telex:  WB  2287 

For  additional  information  and  advice, 
contact: 

Canadian  High  Commission 
P.O.  Box  404 
Bridgetown,  Barbados 
Attention:  CDB  Liaison  Officer 
Telephone:  (809)  429-3550 
Telex:  2247  (CANADA  WB) 

6.  The  United  National  Development 
Program  (UNDP)  — is  the  United 
Nations  sub-agency  of  most  interest  to 
Alberta  exporters  looking  for  business 
in  developing  countries.  The  UNDP 
plans  and  funds  technical  assistance 


projects  ranging  from  short-term, 
$20,000.00  contracts  to  multi-million 
dollar  pre-investment  studies.  Often 
these  studies  are  the  first  steps  leading 
to  large  World  Bank  projects.  For 
information  contact: 

The  United  Nations  Development 
Program 

Office  for  Project  Services 
1 United  Nations  Plaza 
New  York,  NY 
U.S.A.  10017 

Telephone:  (212)  906-5000 
Telefax:  (212)  826-2057 

For  further  information  and  liaison, 
contact: 

Permanent  Mission  of  Canada  to  the 

United  Nations 

866  United  Nations  Plaza, 

Suite  250 
New  York,  NY 
U.S.A.  10017 

Telephone:  (212)  751-5600 
Telefax:  (212)486-1295 
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SECTION  5 - OTHER  INFORMATION  SOURCES 


CHARTERED,  COMMERCIAL  BANKS 


The  exporter  should  look  to  chartered,  commercial  banks  here  in  Alberta  for  assistance 
and  advice  on  the  mechanics  of  international  money  transfers  and  the  various  instru- 
ments available  for  effecting  payments.  The  international  sections  of  the  principal 
banks  here  in  Alberta  publish  detailed  brochures  outlining  the  modalities  of  interna- 
tional trade  finance.  These  are  usually  comprehensive  in  content  and  authoritative  in 
their  advice.  Get  to  know  the  international  trade  finance  officer  of  your  bank  and  follow 
his/her  advice. 


ALBERTA  GOVERNMENT  INFORMATION 


The  Department  of  Economic  Development  and  Trade  operates  an  extensive  business 
and  trade  library  in  its  Edmonton  headquarters.  This  resource,  which  is  staffed  by  pro- 
fessional personnel,  can  be  most  helpful  to  new  exporters.  Eor  information  contact: 

Alberta  Economic  Development  and  Trade 
Library 

(403)  427-4957 
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Edmonton  Head  Office 

1 2th  Floor,  Sterling  Place 
9940  - 106  Street 
Edmonton,  Alberta  T5K  2P6 
Telephone:  427-0669 

Small  Business  and  Industry  Div. 

6th  Floor,  Sterling  Place 
9940  - 106  Street 
Edmonton,  Alberta  T5K  2P6 
Telephone:  427-3685 

Calgary  Office 

5th  Floor,  999  - 8th  Street,  S.W. 
Calgary,  Alberta  T2R  1J5 
Telephone:  297-6284 
Telefax:  297-6168 

Camrose  Office 

4909  - 48  Street 
Camrose,  Alberta  T4V  1L7 
Telephone:  679-1235 
Telefax:  679-1250 

Edson  Office 

Bag  9000,  204  Provincial  Building 
111  - 54  Street 
Edson,  Alberta  T7E  1T2 
Telephone:  723-8229 
Telefax:  723-8240 

Grande  Prairie  Office 

Room  1401,  Provincial  Building 
10320  - 99  Street 
Grande  Prairie,  Alberta  T8V  6J4 
Telephone:  538-5230 
Telefax:  538-5332 


Lethbridge  Office 

416  Stafford  Drive 
Lethbridge  South 
Lethbridge,  Alberta  TIJ  2L2 
Telephone:  381-5414 
Telefax:  381-5741 

Medicine  Hat  Office 

Room  2 17,- Provincial  Building 
770  - 6 Street,  S.W. 

Medicine  Hat,  Alberta  T1A4J6 
Telephone:  529-3630 
Telefax:  529-3140 

Peace  River  Office 

Bag  900,  Box  3,  10122  - 100  Street 
Peace  River,  Alberta 
TOH  2X0 

Telephone:  624-61 13 
Telefax:  624-6490 

Red  Deer  Office 

3rd  Floor,  Provincial  Building 
4920  - 5 1 Street 
Red  Deer,  Alberta  T4N  6K8 
Telephone:  340-5300 
Telefax:  340-5231 

St.  Paul  Office 

PO.  Box  1688,  Room  412 
Provincial  Building 
5025  - 49  Avenue 
St.  Paul,  Alberta  TOA  3A0 
Telephone:  645-6358 
Telefax:  645-6241 
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Los  Angeles 
Ste.  3535, 

333  South  Grand  Avenue 
Los  Angeles,  California 
90071,  U.S.A. 

Telephone:  (213)  625-1256 
Telefax:  (213)  626-2107 


Hong  Kong 

Rm.  1003/4,  10th  Floor,  Tower  2 
Admiralty  Centre 
18  Harcourt  Road 
Central  Hong  Kong 
Telephone:  8525-284-745 
Telex:  802-61961 
Telefax:  8525-298-115 


New  York 

Alberta  Government  Office 
27th  Floor, 

General  Motors  Building 
767  Fifth  Avenue 
New  York,  New  York 
10153,  U.S.A. 

Telephone:  (212)  759-2222 
Telefax:  (212)  759-3682 

Tokyo 

AkasakaOji  Building, 

8th  Floor, 

1 Akasaka  8 chome 
Minato-ku,  Tokyo  107,  Japan 
Telephone:  (011)  81-3-475-1171 
Telex:  72-28543  + 

Telefax:  (011)  81-3-470-3939 


London 

Alberta  House,  1 Mount  Street 
London,  England 
W1Y5AA 

Telephone:  441-491-3430 
Telex:  51-23461 
Telefax:  441-629-2296 


Korea 

Director,  Trade  Operations 
Suite  400  Leema  Building 
146-1  Soosong-Dong 
Chongro-Ku 
Seoul  110-140  Korea 
Telephone:  011-82-2-733-1021/7 
Telefax:  011-82-2-733-1028 
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